
Mark Young 
Region Manager 

400 Raritan Center Parkway 
Suite D 

Edison, NJ 08837 
732-225-3765 
Fax: 732-417-9076 

April 22, 1998 

To: All Sales/Territory Representatives in Salem Test Area 


Re: July Salem BIGIF Promotion 


Dear Ladies and Gentleman: 

Attached is information regarding our upcoming July Salem BlGlF Promotion. I want to 
express to you the importance of selling this promotion in EVERY call. For too long we have let 
the computer do the selling. By not actually selling the program to our retailers we create the 
following problems: 

• Retailer refuses the display because they did not know it was coming. 

• Retailer refuses the display because they can not afford 3 SKU’s at one time. 

• Direct accounts have a huge inventory remaining on past promotions. 

• Direct accounts do not want to handle our promotions due to the large number of refusals. 

When selling this promotion, you are to either sell the displays over the phone or in person. If 
you are unable to contact a retailer, they are not to receive this promotion. 

Rather than trying to “push” extra displays on a retailer, hold back. Make them insist that they 
are willing to accept the displays rather than forcing them to promise to take them. 

One of your major accountabilities is to gain breath of coverage with our promotions. I want to 
see them everywhere. Not just in a few “good buddy” accounts. Lets do what’s RIGHT for our 
business, and let the competition do what’s EASY. 

The Salem BIG IF is only a four carton display. We have 9,000 of them to place in the New York 
test market. Lets get this display in every call that sells Newport. 


Sincerely, 


Source: https://www.industrydocumen.ts.ucsf.edU/docs/m 0000 
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